


ae Acquisitions 
¢ Before You Buy the Broker 
Next Door... 
May, p. 12-16 


Advertising 
¢ Take Aim with Direct Mail 
May, p. 38-41 


Affiliated businesses 
¢ Bring Customers to Your Door 
Mar., p. 30-34 


Affordable housing. See Financing 


Agency 
¢ Case Studies in Agency 
Mar., p. 12-16 


Assistants 
¢ Need Assistance Hiring 
an Assistant? 
Apr., p. 26-27 


Attorneys 
¢ Find the Best Attorney: 
Feb., p. 45-47 


Bar None 





@@ Brokerage management. See 
Management, real estate office 


Business technology. See 
Technology 





Bi Commercial marketing 
¢ Gift Giving: It’s the Thought 
That Counts 
Jan., p. 45-47 





¢ Give Your Properties a Touch 
of Culture 
June, p. 47-50 


Commission. See Compensation 


Compensation 
¢ Understanding Procuring Cause: 
When Your Commission Is in 
Dispute 
Oct., p. 23-24 


Computers. See Software; 
Technology 


Condominiums 
¢ Bending the Condo Rules 
Feb., p. 39-41 
¢ Build Consensus When You 
Remodel Condo Common Areas 
May, p. 50-51 


Contests. See Sales Contests 


Conventions 
¢ How to Survive and Thrive at 
a Convention 
Sept., p. 47-49 


Corporate real estate 
¢ See Eye to Eye with a Corporate 
Real Estate Specialist 
Apr., p. 46-47 


Counseling 
e The Counselor Is In 
Nov./Dec., p. 61-62 





BH Direct mail 
e¢ Take Aim with Direct Mail 
May, p. 38-41 





Bi Exchanges 
¢ Remember to Remember 
Exchanges 
Oct., p. 35-37 





Wl Finance, personal 
¢ Can a Money Manager Help 
Shape Your Financial Strategy? 
Nov/Dec., p. 26-27 
¢ How Much Life Insurance 
Do You Really Need? 
July/Aug., p. 35-37 
¢ Patch Up Your Nest Egg 
Mar., p. 44-45 
¢ Put Your Money Where 
the Mortgages Are 
Sept., p. 54-57 
¢ Weigh Your Retirement Plan 
Options 
June, p. 20-24 


Financing 
¢ Bending the Condo Rules 
Feb., p. 39-41 
¢ Bring Seller Financing into 
the Picture 
Nov./Dec., p. 14-18 
¢ Is the Loan the Right Fit? 
June, p. 59-63 
¢ Teaching Renters What It Means 
to Own a Home 
Oct., p. 51-53 
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Wi Home office 
© Make Yourself at Home . . . Office 
Nov./Dec., p. 70-73 





ma Independent contractors 
© Uncle Sam Wrote the Book on 
Independent Contractor Status 
Apr., p. 53-55 


Insurance 
¢ How Much Life Insurance 
Do You Really Need? 
July/Aug., p. 35-37 
¢ Make Your Disability Policy 
Fit You 
Jan., p. 33-34 


International real estate 
¢ Break Into the Mexican Market 
Nov/Dec., p. 22-25 





ee Leasing 
¢ Buying Lease Analysis Software? 
Read This First! 
Mar., p. 37-41 
e Set the Pace in the Amenities 
Game 
July/Aug., p. 48-50 


Legal liability 
¢ Uncle Sam Wrote the Book on 
Independent Contractor Status 
Apr., p. 53-55 
¢ Walk Away from Lawsuits 
a Winner 
June, p. 14-17 





Re Management, real estate office 
e Exit Interviews: A Few Questions 
Before Salespeople Go 
Nov./Dec., p. 50-52 
¢ How to Hold On to Your 
Top Producers 
June, p. 28-3] 
¢ Put Out Management Fires 
For Good 
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Mar., p. 52-55 
e So You're the New Manager 
on Board 
Oct., p. 19-20 
¢ Trim the Financial Fat by Putting 
Your Company on a Diet 
July/Aug., p. 14-17 
¢ What Do Salespeople Want from 
Brokers? 
Nov./Dec., p. 46-49 
¢ What’s the Big Attraction of TQM? 
Apr., p. 14-19 


Marketing. See also Conimercial 
marketing 
¢ Contest Winners Sold Properties 
That Broke the Mold 
Oct., p. 26-29 


Mortgage loans. See Financing 


Motivation 
¢ With Contests How You Play the 
Game Shapes the Outcome 
Sept., p. 27-29 





Gl Negotiation 
¢ Conduct Negotiations That Get 
Results 
Sept., p. 42-44 ' 





ee Open houses 
¢ Safety Is No Accident at 
Open Houses 
Mar., p. 49-51 





me Partnerships 
© Picture a Clean End to 
Your Partnership 
Apr., p. 36-39 


Personal growth 
¢ Burning the Candle at Both Ends? 
May, p. 61-63 
¢ Conquering Change 
Jan., p. 38-41 


President's profile 
¢ Bob Elrod: Politics Is His Passion 
Jan., p. 20-23 


Procuring cause 
¢ Understanding Procuring Cause: 
When Your Commission Is in 
Dispute 
Oct., p. 23-24 


Professional growth 
¢ Discover the Value Behind 
Designations 
Sept., p. 31-34 
¢ Four Strategies for Foiling Failure 
May, p. 45-47 
¢ Goals Help Keep Your Career 
in Focus 
June, p. 40-41 
¢ How to Survive and Thrive at 
a Convention 
Sept., p. 47-49 
¢ If You're Thinking of Going 
from Sailor to Captain . . . 
Oct., p. 14-18 
¢ Need Assistance Hiring 
an Assistant? 
Apr., p. 26-27 
¢ Schedule Your Success for 1994 
Jan., p. 42-44 
¢ So You're the New Manager 
on Board 
Oct., p. 19-20 
¢ Top Producers: Smart Investments 
Yield Big Profits 
Feb., p. 12-16 





Property management 
¢ Build Consensus When You 
Remodel Condo Common Areas 
May, p. 50-51 
¢ Property Management 101 
July/Aug., p. 56-59 


Prospecting 
¢ Take Aim with Direct Mail 
May, p. 38-41 





ee Recruiting 
e A Broker’s Motto: When You 
Think of Switching Companies, 
Think of Me 
July/Aug., p. 60-62 


Relocation 
* Should Temporary Housing Be 
Permanent at Your Company? 
Apr., p. 21-22 


RESPA. See Affiliated businesses 


Retention, salesperson 
¢ How to Hold On to Your 
Top Producers 
June, p. 28-31 





wae Safety, personal 
* Safety Is No Accident at 
Open Houses 
Mar., p. 49-51 


Sales contests 
¢ Nine Steps to a Successful Contest 
Feb., p. 24-25 


Sales techniques 
¢ Are You a Salesperson or 
a Tour Guide? 
July/Aug., p. 26-28 
¢ Don't Take No for an Answer: 
Overcoming Sellers’ Objections 
Jan., p. 26-29 
¢ Give Your Cold-Calling Skills 
a Workout 
Mar., p. 17-20 
¢ Keep Your Schedule from 
Bursting at the Seams 
Oct., p. 57-60 
¢ Make the Right Moves with 
Body Language 
June, p. 35-38 


¢ New Salespeople: 
Prepare Yourselves for Battle 
Nov./Dec., p. 56-59 
* Sew Up More Sales 
Sept., p. 14-18 


Self-promotion 
¢ Toot Your Own Horn with 
Personal Marketing 
Apr., p. 49-52 


Seniors 
¢ A Smart Tax Approach for 
Older Homeowners 
May, p. 34-36 


Shopping centers 


¢ Turn a Problem Shopping Center 


Around 
Feb., p. 28-31 


Software 


¢ Buying Lease Analysis Software? 


Read This First! 
Mar., p. 37-41 
e Everything You Ever Wanted 
to Know About Contact 
Management Software” 
(‘but Were Afraid to Ask) 
Feb., p. 35-38 


¢ Mapping Software Can Take Your 


Business in a New Direction 
May, p. 24-29 


¢ Spreadsheets: Civilized Tools for 


Number Crunching 
June, p. 54-56 





I 


WB Taxes 
¢ A Smart Tax Approach for 
Older Homeowners 
May, p. 34-36 
¢ Tax Savings, Where Are You 
Hiding? 
Feb., p. 20-23 


Technology 
¢ Computer Buying, Part I: 
Choose the Right Vendor 
Apr., p. 30-31 
¢ Computer Buying, Part IT: 
Decipher the Jargon 
Apr., p. 32-34 
¢ Future Quest: Go Where 
No Real Estate Company 
Has Gone Before 
Jan., p. 14-18 
* Salespeople Take to the 
Information Superhighway 
July/Aug., p. 40-45 
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